INPUT 


Atrium  at  Glenpointe,  400  Frank  W.  Burr  Blvd.,  Teaneck,  NJ  07666  Tel.  (201)  801-0050 

Fax  (201)801-0441 


November  19, 1993 

To:         Mr.  Kenichi  Shibayanagi,  NEC 
From:      Tom  O'naherty,  INPUT 
cc:  Tetsuo  Imai  (INPUT  KK) 

Subject:    NEC  SI  School  (Sessions  2-4) 


Thank  you  very  much  for  meeting  with  me  in  New  York  on  November  17.  I  found  the 
meeting  very  useful  and  I  hope  that  the  attached  proposal  describes  how  INPUT  can  assist. 

The  proposal  contains  a  general  outline  of  the  INPUT  presentation.  I  expect  that  this  will 
be  modified  further.  The  following  are  the  major  items  that  have  been  omitted  from  the 
presentations  in  the  first  session: 

•  Almost  all  references  to  the  Federal  Government  SI  market  will  be  dropped.  Even 
though  this  is  still  a  sizable  market  and  is  the  origin  of  SI,  it  is  not  directly  pertinent 
to  the  SI  business  in  general  in  the  U.S. 

•  Most  of  the  general  analysis  of  SI  as  a  business  will  be  dropped;  instead,  three 
vendors  will  be  examined  in  depth  (about  20  minutes  each). 

•  Almost  all  of  the  technical  aspects  of  client/server  will  be  dropped.  Instead,  INPUT 
will  identify  "winners",  "losers"  and  open  items. 

I  think  we  need  this  kind  of  "major  surgery"  so  that  INPUT  can  go  into  more  depth  in  the 
remaining  areas  (for  example,  examining  three  SI  vendors  in  depth). 

I  added  a  section  on  a  client/server  site  visit.  Another  option,  instead  of  a  site  visit,  would 
be  to  have  the  SI  vendor  presentation  include  at  least  one  case  study  on  client/server 
projects.  In  some  ways  this  option  would  be  better  because  you  would  see  the  client/server 
projects  from  the  SI  vendor  point  of  view.  User  site  presentations  are  often  very  technical 
and  include  many  internal  factors  leading  to  the  decision,  design,  etc.  This  is  very 
interesting  for  other  users  but  may  be  less  interesting  to  NEC. 

Please  let  me  know  of  any  other  changes  you  would  like  so  that  we  can  meet  your  needs  as 
much  as  possible. 
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CONTINUED  SUPPORT  OF  NEC'S  SI  MANAGEMENT  SCHOOL 

(SESSIONS  2, 3  AND  4) 


L  BACKGROUND 

NEC  has  set  up  an  SI  Management  School  in  San  Jose  to  train  NEC  managers  from  Japan. 
INPUT  provided  assistance  at  the  first  session  in  November.  INPUT  has  been  invited  to 
submit  this  proposal  that  describes  how  INPUT  can  assist  NEC  in  preparing  and  presenting 
courses  in  the  next  three  sessions. 


n.     CONTENTS  OF  SESSIONS  2, 3,  AND  4 

The  preliminary  outline  of  the  topics  to  be  covered  include  the  following: 

A.      SI  and  Outsourcing  in  the  U.S.  (Tuesday  mornings) 

Introduction 


Definitions:  SI,  Outsourcing 

Why  do  customers  use  SI  and  outsourcing?  What  are  trends? 

How  do  system  integrators  "control"  customers?  (Contrast  to  past  and 
current  position  of  IBM  and  other  hardware  vendors.) 
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Contrasts  and  relationships  between 

SI  and  more  limited  separately-provided  professional  services 
Outsourcing  and  more  limited  processing  services 
Does  SI  lead  to  outsourcing? 

Client/server 

Definitions:  technical,  market 

Impact  on  SI  ' 
Impact  on  Outsourcing  .  / 

Client/server  trends 

Winners  (products  and  SI  vendors) 
Losers  (products  and  SI  vendors) 
Open  items 

SI  vendor  profile  (EDS,  Andersen  Consulting  and  IBM)) 
Financial  results;  growth;  areas  of  specialization 
Philosophy  and  culture 
Organization  (sales,  project  management) 
Functional  and  technical  skills 
Education  and  training 

Alternatives  for  hardware  vendor  entry  into  SI  business 


,> 
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B.     SI  Vendor  Presentation  (Wednesday  Mornings) 

Introduction/overview  of  vendor 

Services  provided,  specialization 
Business  philosophy 
Organization 

Industry  focus:  manufacturing  and  distribution 


Industry(ies)  specialization  of  presenter 
Business  generation  and  sales  approaches 

Partnerships/alliances  (hardware,  software,  other  service  providers) 
Leading  apphcations 

Technology  changes  (especially  client/server) 


Case  studies 


C.      Client/server  site  visit  (in  California) 


-  t 


if. 


i: 


NEC  Proposal  (11/19/93) 


Page  3 


ni.  FEES 


INPUTS  fees  will  be  as  follows.  These  fees  include  travel  and  other  expenses. 

A.  SI  in  U.S. 

Preparation  fee  for  modifications:  $2,000  (This  is  a  one-time  fee.) 
Presentation  fee:  $3,000 

B.  SI  Vendor  Presentation  (Fees  are  for  each  session.) 


"Recruitment"  fee  to  INPUT:  $1,500 

INPUT  will  identify  and  brief  vendors  on  the  course's  requirements 
No  additional  fee  would  be  required  for  the  SI  vendor  itself 

"Attendance"  fee  to  INPUT:  $750 


C.      Client/Server  Site  Visit  (Fees  are  for  each  session.)  •       ^  . 

"Recruitment"  fee  to  INPUT:  $2,000 

INPUT  will  identify  and  brief  vendors  on  the  course's  requirements 
No  additional  fee  would  be  required  for  the  SI  vendor  itself 

"Attendance"  fee  to  INPUT  $750 

The  fee  for  this  project  is  $26,000.  One  half  of  this  fee  ($13,000)  is  due  and  payable  upon 
project  authorization;  the  remainder  is  due  upon  submission  of  the  final  report.  This  fee 
mcludes  all  expenses. 
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AUTHORIZATION 


To  authorize  the  project  as  specified,  please  sign  and  return  one  copy  of  this  proposal, 
along  with  the  initial  fee.  Upon  acceptance  by  INPUT,  a  countersigned  copy  of  the 
proposal  will  be  returned  to  NEC. 


AUTHORIZED  BY: 


NEC 


ACCEPTED  BY: 
INPUT 


Name 


Name 


TitlF 


DatT 


Date" 
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IT  Intelligence  Services 


400  Frank  W.  Burr  Blvd. 
Teaneck,  NJ  07666 
Tel.  (201)801-0050 
Fax (201)  801-0441 


Date: 

To:  Name: 
Tel./Location: 
Co.: 
Fax  No: 
From:  Name: 
Subject: 


FAX  TRANSMITTAL  FORM 

^i/  If 

A/i^  .  

c/o^.  '^jy^  7//^  

...^^..}^...jD2£^..J:^^:.i!^  


Confidential:  Y/N 
Urgent:  Y/N 


Page:  1  of 

File:  Chron 
Contact 
Other: 


2. 


ADM  341/05  8/93 


11/19/93      17:49        ©201   801  0441 


INPUT 


loci 


**«      ACTIVITY  REPORT  *«s 


TRANSMISSION  OK 


TX/RX  NO. 
CONNECTION  TEL 
CONNECTION  ID 
START  TIME 
USAGE  TIME 
PAGES 
RESULT 


7846 


14084347119 


11/19  17:46 
03'29 
8 

OK 


V 


r 
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400  Frank  W.  Burr  Blvd. 
Teaneck,  NJ  07666 
Tel.  (201)801-0050 
Fax  (201)801-0441 


FAX  TRANSMITTAL  FORM 

Date:  ..^^^  [!  

To:  Name:    

Tel  ./Location:   

Co.:   

Fax  No:   „  

From:       Name:  ^Qin     O"  F^^^X 

S^abject:   ML,....  If^..  


ConfidentialjX  /  N 
Urgency)  N 
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File:  Chron 
Contact 
Other: 


l^cl^   Sk^ui^^_^  1:^.  ^ih-^^l^^I^ 

t^LJh^   aihJ:..  'E.  ..p^fr^I^.... 


 r^ALP^^h^MS^^^  CXAM^..  '  L^r^  ..JJ^.^.^.^^  


zz^^^^^^^   

iNf^Jci^  Ctf>vv.>rH';.J^^.^  uxr  /Yici^^^ 


ADM  341/05  6m 


UMUtH/INVOICt/rULriLLIVltN  I 


Inv. 

Comp. 


By:  _ 


Date: 


Client* 


Order  # 


Inv 


^iipl;:;iis^  Multi-lnvbicingi 


of 


ORIGINATOR  (Signature) 


DATE  93 


Company_^/_ 


Name  Mr/tffe  1[CO/\uMJi  SUiUayiiA^^! , 


Position 
Address 


Province 
Phone 


City  ^/^/t^^O 


CA  Tax  Rate . 
CT  Tax  8% . 
Salutation 
State . 
Zip. 
Country 
Fax 
Tlx 


APPROVALS 
VP  Sales/Res. 


Date 


Controller 


Date 


Special  instmctions  for  invoicing,  progress  billing,  or  delayed  payments,  etc. 


Contract  Year  Beg. 

End 


□  New  Order  (N1) 

□  Renewal  (N2) 


□  Prior  Yr  (N3) 

□  Cancel 


Invoice  □  Fulfillment  Only 
Type    □  W/Order  (OR) 

□  Monthly  (MO) 

□  Quarterly  (QT) 

□  Pending 


Employee  # 
Sold  by 


ioiODv: 


% 
.% 
% 


Employee  # 
Commission  to: 


_'0 

% 


P0#  

Attach  all  authorizing  documents  to  white  (contract)  copy. 


INPUT  Contract  □      Letter  p( 


Verbal  □ 


Company. 
Name  Mr7Ms._ 
Positioo. 
Address. 


City. 


Province. 
Salutation, 
State. 
Zip. 
Count  ry_ 
Phone- 


Subscription  (SB) 

Custom  (YC/ZC/KC)VC 

Multiclient  (MC) 

Reports  (RP) 


•  Copies  (CP) 

•  Consult/Present  (PR) 

•  Newsletter  (NL) 

•  Reimbursed  Costs  (EX) 


Merger/Acq.  (ME) 
Exec  Overview  (EO) 
Conf/Seminar  (CN) 


Indicate 
US.  UK. 
FR.  VA 


Prod.  ID/Year 


Item 
Type 
Code 


Item  Description  or  Title 


Quantity 


Price 


Shipped 
By 


Date 


—7^  


Fulfillment  to  be  completed  in:  □  Corporate    □  London   □  Virginia    □  France     □  Other. 


•  White  -  Contract  •  Green  -  Fulfillment  •  Yellow  -  Invoice  •  Pink  -  Originator  •  Goldenrod  -  Sales  Manager 
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FACSIMILE 

NEC  CORPOKAllON 
7-1,  SHIBA  5  CHOME,  MINATO-KU 
TOKYO  108-01,  JAPAN 

Fax  number:  81-3-3798-6515 
Telephone  Number.  81-3-3798  6505 


TO; 

Mr.  Tliuimii  J.  O'FIalieriy  (Vice  President,  INPUT 

FAX  1-201-801-0441) 

CC: 

Mr.  Tetsuo  Imai  (INPUT  KK,  FAX  3864-41 14) 

FROM; 

Kenichi  Shibayanagi       (NEC  Tokyo  10-25 191) 

CC: 

Shunji  Tashiro  (NF.CSYT .  WF.ST,  FAX  408-434-7 1 1 9) 

SUBJECT: 

Comment  on  your  NEC  SI  School(Session  2  4)  Proposal 

DATE: 

December  10, 1993 

REF.  NO: 

KF-3592 

Sorry  for  late  in  responding  to  you.  It  took  time  for  us  to  decide  the  dates  of  lliiee 
sessions.  . 

They  would  be  as  follows;  ' 
2nd :  January  21-28 
3rd ;  February  6-10 
4th :  February  20-24 

1.  General  Comment 

I  Thinlf  rhe  discussion  between  us  is  nicely  reflected  and  generally  acceptable. 

2.  SI  and  Outsourcing  in  the  U..S. 

- 1  agree  to  the  items  lo  be  covered. 

-  We  will  put  ttiis  in  Tuesday  mornings  9:00  to  noon. 

3.  SI  Vendor  Presentaiion 

-  Some  attendees  are  responsible  for  retail  industry.  So  we  would  appreciate  if  sometimes 
retail  indusuy  is  mainly  coveted. 

-  We  will  put  tills  ill  Wednesday  lUOiuiiiKS  9:00  to  mioru 

-  Considering  other  arrangements,  we  would  appreciate  if  you  could  respect  our 
prcfemce  of  SI  vendors. 

+  2nd  Anderson  Consulting  or  CSC 

I  3rd   JSC  like  smaller  SI  vendor  ,      "  ' 

+  4th    CSC  or  Anderson  Consulting  "  - 


'fKUM  CiiC  hJYSTtMS  INT  L 


1993fli^l11UH(l)  15:UU  ^ 


4.  Client/Server  site  visit  in  California 

-  We  would  like  this  session  in  addition  to  SI  vendor  presentation.  Even  it"  good 
candidates  caimoi  be  found,  we  would  like  client/server  case  studies.  We  would  like,  lo 
learn  the  following  Items  through  actual  cases. 

+  what  kind  of  scale  of  systems  can  be  realized  on  c/s 

+  ill  wliich  aiua  c/s  is  realized  (OA,  infomiation  reirival.  mission  critical  AP ...) 

+  components  such  as  case  luuls,  middle  ware,  applications  on  actual  systems 

+  efforts  in  transition  from  legacy  sysiem(iucludiiiK  downsizing)  /  new  system  building 

+  cost  effectiveness  evaluation 

+  technical/organizational  problems  left 

-  Wc  will  reserve  the  whole  Wednesday  for  SI  vendor  presentation  ajid  clieiil/servcr  site 
visit  because  wc  may  have  to  travel  some. 

As  for  3rd  session  currently  wc  will  not  need  client/server  site  visit 


I  will  not  visit  U.S.  until  mid  January  so  please  communicate  to  my  Tokyo  office  through 
Mr.  Imai.  I  will  wait  for  your  response. 


Ee5t  regards, 
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Proj.  Manager: 
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PROJECT  WORK  STATEMENT 


TITLE 


CLIENT 

CONTRACT:  ATTACHED  .  ^^^^iCQ-TOLLOW 

PROJECT  LEADER  '^^~J7/^  J   

DATE  STARTED                             PLANNED  COMPLETION  DATE 
LEVEL  OF  EFFORT  (Prof  esalonal  Man  Days)      .  ^^"^  


LETTER  ^^2^\^ERBAL 
PROJECT  CODE 


:  $  or  0^ 


TOTAL  CONTRACT  VALUE     

REVENUE  DISTRIBUTION  (Z  or  $)  INPUT  US  ./ %  ^"iNPUT 


REIMBURSABLE  EXPENSES:  NO 


YES 


EXP.  BUDGET 


TO  COVER:  TRAV: 

TELE:  ] 
pt>T    ppirt>  • 

OTHER: 


BILLING  SCHEDULE  DESCRIPTION 


PROJECT  DESCRIPTION 


DISTRIBUTI' 

CONTRACT  FILE 
LIBRARY  FILE 
NEW  JERSEY 
INPUT  LTD. 

Originator 


SHEILA  (Y&2  6n 
BINDER  COPY 


Date  Typed 


INDICATE  TYPE  OF  WORK:  REPORT 
THANK  YOU  PACKAGE:  YES 


ACCOUNTING  USE  ONLY:     ENTERED  ON  CURRENT  PROJECT  LIST 


